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Vol. I New York, July, 1916
IT’S queer,” mused the General 
Manager, as he slowly pulled 
down his roll-top at the close 
of a hard day’s work, “that 
many a fellow can’t stand ad­
vancement. Now, there’s the 
case of Jones.”
The G.M.’s secretary stood at
respectful attention. He recognized the pensive 
lull that often comes after the hard drive of the 
executive’s day. The big chief relaxed and be­
came sociable as he gathered energy for the 
trip home.
“Now, Jones,” continued 
the G.M., as he settled back 
in his chair and clasped his 
hands around the back of his 
head, “was a mighty good 
man as Chief Clerk to the 
Assistant Passenger Agent.
He and his wife and kiddies 
lived comfortably on his 
$1,800 salary. Everybody 
liked him, and it was natural 
enough to move him up 
when his chief got some­
thing better with the Bur­
lington. Of course, we 
moved him up to only $2,- 
500, instead of to the $3,600 
that his chief had received 
after five years in the job, be­
cause we have to keep the 
wage scale down on the
youngsters who are proving themselves out.
“The first thing that went wrong with Jones 
was a little soreness because he didn’t get the 
$3,600—said he did the work and ought to have 
the money we paid his predecessor—in fact, he 
got a nasty little grouch under way.
“The next thing, Jones’s head began to ex­
pand—Jones, the modest, the courteous, the 
jovial, became swell headed. He didn’t know his 
old friends, and he insulted his new ones— 
thought people were encroaching on his preroga­
tives, and all that sort of thing. Of course, we 
expect a little acute attack of this kind when a 
man first sees his name on a departmental letter­
head—I had some of it myself. Jones’s case,
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however, became chronic. He couldn’t get the 
proper support of his men, and lost a few of the 
best ones on his staff. Then he took offense when 
I tried to advise him a bit.
“After a year I moved him up a couple of hun­
dred in salary—thought that might smooth mat­
ters out. Things got worse; Jones’s creditors 
showed up during office hours, and he began to 
take Monday sick-leaves.
“Well,” sighed the G.M., from whom all the 
usual gruffness had faded, “I had to let him go; 
I am genuinely sorry, nevertheless, for his wife 
and growing youngsters.”
“Surely, though,” broke in 
the Secretary, “Jones’s case 
is an unusual one. Advance­
ment usually inspires a man 
to better effort, doesn’t it?”
“Advancement,” replied 
the G.M., “tests a man out 
in many things besides tech­
nical capacity. Authority to 
direct others is a dangerous 
thing for the undisciplined 
mind; many a man can’t ex­
ercise it successfully. A dol­
lar of increased income often 
causes two dollars of in­
creased expenses. A man 
can often work steadily un­
der supervision who loafs 
when he is not supervised. 
Every step upward widens 
the field of temptation and
lessens the rigor of supervision. 'So Jones is 
merely one of the many who are weighed in the 
balance of Modern Business and are found want­
ing.
“Ever hear the story of Brownson?” asked the 
G.M., as he reached for his hat. “He was a bright 
young telegrapher, getting $60 a month at a flag 
station in Iowa. The Old Man picked him up 
and brought him to the general offices, and pro­
moted him all the way up to $3,500. Brownson 
on the ascending scale developed every mean 
thing from playing the races to beating his wife; 
troubles and creditors got so thick that the Old 
Man had to move him down and out.
“Years afterward, as the Old Man tells the
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story, he stepped out on the plat­
form of a small station on the 
C.R.P.— up around Kootenai — 
while the engines were being 
changed. A gray haired station agent ran up to
him, shook his hand warmly, and said, ‘Don’t you 
remember me—I’m Brownson.’ The Old Man, 
after a cordial greeting inquired as to his pros­
perity. ‘Getting along fine,’ said Brownson, ‘get­
ting $60 a month, don’t owe a cent in the world, 
family well and happy—so long!’
“Yes,” continued the G.M., “Jones and Brown­
son are types you will often meet in your busi­
ness experience. I don’t mean that the man will 
always lose out in exactly the same way, but you 
can nearly always diagnose his standing among 
his associates, and even his social life must un­
dergo adjustment with each upward step in com­
mercial success. It is little wonder, then, that 
many a fellow loses out by reason of the lack of 
some supporting mental ability—a sense of hu­
mor, an appreciation of his own shortcomings, or 
a realization of his continued dependence upon 
others despite the improvement that has come in 
his general situation. More than that, this dan­
ger besets a man no matter how far up the line 
he goes. There is no need for me to recount the 
cases in which successful business men well along 
in years have lost standing in the estimation of 
their associates by reason of moral lapses.” 
“What should a young man do,” interjected 
himself
Rules of 
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the secretary at this point, 
against these dangers?”
“Well,” said the G.M., “you have put a hard 
question. There is no course in common sense, 
even in the most aggressive correspondence 
school, but common sense is a thing that you 
must have to support you in the upward climb. 
More specifically, you must live within your 
means and not allow the temptations that come 
from financial shortage to hold you back on the 
road to success. You must be sound to the core 
on matters of honesty and principle, but at the 
same time you must be broad enough to give the 
other fellow some latitude in his thinking and 
some credit for his ability. You must be ener­
getic and aggressive in the performance of your 
duties, but as a member of an organization you 
must be willing to submit to the control that is 
necessary for the good of the whole group.
“I am not sure,” continued the G.M., thought­
fully, “that I have made myself clear. Perhaps 
we had better leave this intangible but potent 
quality that equalizes and stabilizes the individual, 
as an undefined something—a quality, a saneness, 
a saving sense of the relation of things and of 
one’s part in the general scheme of affairs.
‘to guard
“My boy,” remarked the G.M., as 
he passed out, “it is all right for 
you to be sociable with young But­
ler, but you know his dad has mil­
lions. Don’t try to travel with his crowd. Good
night.”
WHEREVER, outrunning the desire for per­sonal profit, we find joy in work, eager­ness for service, and a readiness for co-operative 
progress, there trade has been left behind and a 
profession entered.” This is the message of Doc­
tor John H. Finley, Commissioner of Education 
of the State of New York, to each recipient of 
the C.P.A. certificate, upon his entrance to the 
profession of Accountancy. The quotation is 
taken from an address on Trades and Profes­
sions, delivered by Professor George Herbert 
Palmer, of Harvard University, a copy of which 
address is sent with each diploma, through the 
kindness of Doctor Finley.
Professor Palmer declares that the distinction 
between the professional man and the non-pro­
fessional man does not consist in the kinds of 
work performed, mental or manual, although the 
intellectual factor is usually larger in the profes­
sions. He says that the difference is in the atti­
tude of mind regarding compensation for service. 
There are three essential conditions in the work 
of the professional man—freedom, efficiency, and 
dignity. “These elements, and not money,” says 
Professor Palmer, “are what he and his public 
regard. In comparison with them money is only 
incidental and auxiliary. So long as he has a due 
degree of freedom, is able to work with full effi­
ciency, and can maintain the dignity which his 
calling demands, his mind is discharged from
monetary considerations................... The kind
of work we do does not make us professionals, 
but the spirit in which we do it. There is no fixed 
number of professions. One may be found any­
where, for professionalism is an attitude of 
mind.”
Many a business man — the Wanamakers, 
Filenes, Felses, Fords, and thousands of lesser 
fame—are professional men under the above defi­
nition. For them, the “joy in work, eagerness 
for service, and readiness for co-operative prog­
ress,” outrun the desire for personal profit.
N. W. AYER, the well-known advertising man 
of Pittsburgh, who has been for many years an 
enthusiastic supporter of the Young Men’s Chris­
tian Association, was recently elected President 
of the International Committee, which is the su­
pervisory organization of the Young Men’s Chris­
tian Association.
Profes­
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Haskins & sells—“h & s”in widely familiar phrase—is one of the best known firm 
names in the professional practice of 
Accountancy in the country. It is a 
name that stands for proved ability 
and unimpeachable integrity in the 
estimation of accountants, business 
executives, educators, and those 
charged with administrative respon­
sibility in the affairs of state gov­
ernments and the Federal Govern­
ment.
It is a firm of this broad, compre­
hensive sort, thoroughly alive to the 
trend, spirit, and needs of modern 
business that you would expect 
Elijah W. Sells to guide and spon­
sor. The story of Mr. Sells’s busi­
ness career is full of significant facts 
which need no adornment to point 
a moral and furnish inspirational 
leaven of the most productive kind. 
Here are the facts.
Born in Iowa, in 1858, and edu­
cated at Baker University, Mr. Sells 
first entered the field of business as 
a telegraph operator. Soon he was 
appointed Agent of the Leaven­
worth, Lawrence, and Galveston 
Railroad, now a part of the Atchi­
son, Topeka, and Santa Fe System. 
For the next fifteen years he was 
identified with various Western rail­
roads, holding such important posi­
tions as General Bookkeeper, Trav­
eling Auditor, Auditor, Secretary, 
and Comptroller.
Mr. Sells displayed such unusual 
ability in handling the operating, ac­
counting, and financial affairs of rail­
roads and affiliated enterprises hav­
ing large and diversified interests, 
that he was frequently engaged by 
other corporations to make special 
examinations of their accounts and 
to introduce new systems where 
deemed advisable.
It was on account of his success 
that he, together with the late 
Charles W. Haskins, was selected by 
the Joint Commission of the Fifty- 
third Congress in 1893 to effect a 
revision of the accounting system of 
the United States Government, with 
a view to simplifying and expediting 
the public business.
In many respects this is the most 
extensive and important undertaking 
of the kind in the history of the 
country. Up to the present time 
this is the only instance of the em­
ployment by the Federal Govern­
ment of professional accountants in 
so important a matter. The recom­
mendations of Messrs. Haskins and 
Sells were adopted, and their system 
of departmental accounts was in­
stalled. Their radical innovations in 
pre-existing methods have been offi­
cially praised by the accounting offi-
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cers of the governmental depart­
ments.
The outcome of this collaborate 
enterprise was the formation of the 
accounting firm of Haskins and 
Sells. In government accounting, 
state and municipal, as well as in 
corporate accounting, the fundamen­
tal principle of the firm has been 
to place the public business upon a 
business basis and to modernize its 
accounting methods so as to secure 
efficiency and expedition in the con­
Elijah W. Sells, C.P.A., 
Member of Accountancy Firm 
of Haskins Sells
duct of business matters. Among 
the firm’s many important engage­
ments of this character have been 
the investigation of irregularities in 
various municipal departments of 
New York City, and the investiga­
tion of the special assessment ac­
counts of the city of Chicago for 
the entire period from the great fire 
of 1871 to March 1, 1901, and the in­
stallation of a general system. At 
the close of the Spanish War the 
United States Government employed 
the firm to investigate the accounts 
of the City of Havana, and of the 
entire island of Cuba, and later to 
report upon the accounting system 
of the Philippines, where Mr. Sells 
went in person. Soon afterward he 
completed a trip around the world.
With so diversified a record of 
business activity, it is not strange 
that Mr. Sells should have been and 
still continues to be greatly in de­
mand as a speaker and a writer upon 
the many aspects of Accountancy 
and the Science of Business. Mr. 
Sells is a strong believer in the 
future of Accountancy as a profes­
sion, as is indicated by the following 
excerpt from an address on “The Ac­
counting Profession—Its Demands 
and Its Future,” delivered before the 
College of Business Administration 
of Boston University last year:
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“The importance of the profession 
of Accountancy is recognized by 
governments, states, municipalities, 
corporations — including railroads, 
public utilities, banks and trust com­
panies, manufactories—firms, indi­
viduals, and undertakings of nearly 
every description, including educa­
tional, charitable, and ecclesiastical, 
as is indicated by the increasing ex­
tent to which the services of its 
members are requisitioned by all of 
these.”
Mr. Sells holds the degree of Cer­
tified Public Accountant under the 
laws of New York State, Illinois, 
Pennsylvania, Missouri, Ohio, Mary­
land, and Colorado, and is a member 
of the various State Societies of 
Certified Public Accountants, the 
American Society of Public Account­
ants, of which he was twice presi­
dent, and an honorary member of 
the Association of American Rail­
way Accounting Officers. He is the 
only person who has ever been ac­
corded official recognition through 
an Act of Congress as an expert ac­
countant. This was done by the 
Fifty-third Congress at the conclu­
sion of his labors on the depart­
mental accounts. Mr. Sells also pos­
sesses the honorary degree of Mas­
ter of Arts from Baker University, 
and the honorary degree of Doctor 
of Commercial Science from New 
York University School of Com­
merce, Accounts, and Finance—evi­
dences of Mr. Sells’s constructive in­
terest in the subject of education 
for Business.
The wide range of Mr. Sells’s sym­
pathies and interest is shown by his 
membership in the New York Yacht 
Club, the Bankers’ Club, the India 
House, the Sleepy Hollow Country 
Club, the New York Athletic Club, 
the Westchester Country Club, the 
Royal Ulster Club of Belfast, Ire­
land, the Pilgrims’ Club of London, 
the American Geographical Society 
of New York, and the Empire State 
Society of the Sons of the American 
Revolution.
The foregoing is but a bare out-
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Deprecia­
tion
leads the casual investigator to con­
clude that the law is hopelessly con­
fused. Some conflict does exist, but 
by no means does this conflict reach the propor­
tions which these writings would indicate. Basic 
accounting principles are sometimes ignored by 
the writers, too much emphasis being placed on 
the character of the gain as determining the de­
cision. Peculiar circumstances, characteristic of 
individual cases, are also frequently disregarded, 
and remarks of the court not necessary to the de­
cision are given full credence of actual adjudica­
tion. There is need of a justification for a state­
ment which will tend to clarify rather than con­
fuse the situation.
A typical instance of the confusion caused by 
ill-considered conclusions is that respecting for­
feitures. One case is cited to show that forfei­
tures may be distributed. Another case is cited 
to show that they may not be distributed. As 
a matter of fact both cases turned upon other 
questions than forfeitures.
The case of Eyster vs. Centennial Board, 94 
U. S. 500, is frequently cited to illustrate that 
there is a conflict as to whether depreciation must 
be written off asset values. This case simply de­
cided that the debts of an exposition and an ap­
propriation by the Government must be paid be­
fore any distribution of any character was made 
to stockholders. Obviously, a distribution made 
after liquidation of all liabilities, in closing the 
affairs of a corporation, may be made either out 
of capital or out of profits. Comment by the 
court as to depreciation under these peculiar cir­
cumstances is not pertinent to the general ques­
tion as to whether depreciation must be deducted 
in determining the profits of a going concern.
Likewise, the case of Van Dyck vs. McQuade, 
86 N. Y. 38, is frequently cited to substantiate 
the position that expenses need not always be 
deducted in determining profits. Here the con­
struction of a statute was the basis of the opinion. 
This statute concerned savings banks and related 
to the liability of trustees for declaring or credit­
ing interest or dividends “in excess of the inter­
est or profits earned.” In its decision, the court 
expressly distinguishes this statute from the 
statute respecting dividend distribution of stock 
corporations, in the following language:
“There can be no question but that every de­
posit received by a savings bank creates a debt 
from and to be paid by it. * * * It is obvious
that the dividend referred to by the 
revised statute means something 
quite different from interest. In­
terest accrues from the moment of 
deposit; a dividend is the appropriation of earn­
ings of a corporation, from whatever sources de­
rived, among its share or stockholders. A de­
positor is not a stockholder, but the section cited 
speaks of ‘stockholders,’ ‘capital stock,’ ‘shares of 
its own stock’—characters not belonging to and 
terms not applicable to the corporation of which 
the defendant was trustee—and in terms, pro­
vides for a dividend after payment of or provision 
for interest, which ALONE is the question here.”
Eliminating these and similar cases, the de­
cisions are practically unanimous in support of 
the following propositions: First, that a gain in 
asset value actually secured is a proper credit to 
the profit and loss account, no matter what its 
character may be or from what source it may be 
derived, and regardless of whether it is secured 
from operation or from other causes; second, 
that in determining available profit, depreciation 
and all items of expense or loss must be first de­
ducted.
The use of the words “actually secured” is in­
tended to exclude gains from a reappraisement 
of an asset value, considered in the June issue, 
and also accruals. The few cases decided on the 
question of accruals hold that they are not proper 
credits for purposes of dividend distribution.
These conclusions are borne out by the recent 
tendency of courts to adopt the following test as 
to the legality of a dividend: “Do the actual as­
sets properly valued exceed the combined liabili­
ties and capital stock?” If so, such excess may 
be distributed. As will be shown later, the ex­
cess so distributed is not in every instance a 
technical dividend, but in spite of comments 
seemingly to the contrary by text writers, the 
distribution is legal.
This statement of the basic principles involved 
by no means covers every problem which may 
arise. In this and succeeding numbers of The 
Pace Student specific consideration will be given 
to the following questions:
1. Are premiums paid on bonds and stocks 
legal gains?
2. May a surplus contributed by shareholders 
be distributed?
3. May an excess in asset value incident to a 
reduction of capital stock be distributed?
4. Does a loan to the corporation by stock­
holders constitute an absolute obligation to pay, 
or is payment contingent upon the earning of net 
profits?
5. Is interest upon a payment for stock sub-
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script ion in advance an absolute ob­
ligation to be paid or subject to the 
contingency of profits?
6. What is the status of guar­
anteed dividends or interest on stock or income 
certificates?
7. Must so-called “water” be written off as­
set values preliminary to determining profits?
8. Are dividends payable from net profits 
earned in the current accounting year without 
deducting losses of preceding years?
9. May a surplus accumulated in previous 
years be distributed regardless of losses in the 
current year?
Premiums on stock sold by a corporation 
usually indicate that the price paid represents 
the book value of the stock. In other words, the 
fact that a corporation can successfully sell stock 
at a premium presupposes a surplus. In Eng­
land, it has been decided that these premiums 
may be distributed (Hoare & Co., Ltd., 2 Chan., 
208), and in the United States the legality of 
such distribution has never been questioned. 
With respect to premiums on bonds, the court, 
in Mackintosh vs. Flint, 34 Fed. 582, 606, said:
.. “This premium was received by reason of the 
rate of interest which the bonds bore and the 
ample security provided for their payment. 
Earnings were charged with the payment of that 
interest on account of which said premium was 
earned or received. * * *. If income is burdened 
with a rate of interest which secures a profit on 
the bonds, then income is entitled to the benefit 
of that profit, just as it would be entitled to the 
profits made on any contract by the company.”
In conservative practice a gain of this kind 
would not be credited to the full amount upon the 
sale of the bonds, but a pro rata amount would 
be credited as to each interest payment.
Losses would be chargeable against these 
gains. It follows that a stockholder in a double 
liability corporation can not mitigate his liability 
to the extent of a premium paid on his stock. 
For instance, suppose that A buys the stock of a 
double liability corporation, say a bank, at $150, 
par $100. By the provisions of the statute, he 
would risk the value of the stock, and would be 
liable for an additional sum equivalent to the par 
value. Under such circumstances, he can not off­
set the $50 paid in as premium against the $100 
additional liability imposed.
There are many points of analogy between 
premiums on stock and a contributed surplus; 
nevertheless the legal effects differ. For pur­
poses of illustration, a contributed surplus may 
be regarded in the nature of an advance. Ad­
vances are frequently made to a corporation by
July, 1916
the stockholders for the purpose of 
improving its financial standing. 
These may be contributed as a 
more or less permanent addition to 
capital (using the word in the accounting sense),
or purely as a loan to the corporation. In the 
former instance the amount secured constitutes 
a contributed surplus which can be repaid only 
to the extent that capital is not impaired. When 
repaid under these circumstances, the repayment, 
though valid, is not legally a dividend. This dis­
tinction is brought out in the case of People ex 
rel. No. Amer. Trust Co. vs. Knight, 96 N. Y. 
A. D. 120, wherein the court, in addition to con­
struing the word “dividend” as used in a taxation 
statute, also commented on its use in the stock 
corporation law as follows:
“Section 23 of the stock corporation law * * * 
provides that ‘the directors of a stock corporation 
shall not make dividends, except for the surplus 
profits arising from the business of such corpora­
tion.’ It seems clear that the $200,000 so returned 
can not fairly be regarded as from the ‘surplus 
profits’ of the company, for it did not in any sense 
arise from its profits or earnings in the course of 
its business, but was contributed solely for the 
purpose of strengthening the company and add­
ing to its working capital. That being so, it was 
not a dividend within the meaning of the law.”
Similar decisions bearing out this distinction 
have been rendered in Ohio and in the Federal 
courts. It is important, not only respecting 
statutes taxing dividends, but also in determin­
ing the relative rights of preferred as against 
common stockholders. A like distinction is made 
in the event of a distribution of an excess secured 
from reducing the capital stock of a corporation, 
to be considered later.
The mere statement in a text or digest that a 
contributed surplus repaid is not a dividend and 
does not constitute “surplus profits” must not be 
construed as affecting its validity. Such a repay­
ment of a capital contribution is valid in accord­
ance with the general principle heretofore stated 
—that any excess of assets over and above com­
bined liabilities and capital stock is legally avail­
able for distribution to stockholders.
Dividends
T HE Annual Convention of the National Ed­ucational Association will be held in New 
York City during the month of July. The con­
vention will bring together from 8,000 to 10,000 
teachers, recruited from practically every city 
and school district in the country. The work of 
this vast convention will be conducted as usual 
in sections, each section devoting its attention to 
some important phases of the problems of edu­
cation.
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  A CORPORATION with a 
  capital stock of $20,000 and 
surplus of about $115,000, desires 
to reincorporate for $40,000, as its 
charter has expired. After depreciating its 
assets to quite an extent, it is found after ap­
praisal that they still have a surplus of over 
twice the value of the stock (capital). The 
new company is composed of exactly the same 
stockholders as the old, their interests being in 
exact proportion as before. How shall this be 
handled? Do you consider this as a proper sur­
plus from which dividends can be declared le­
gitimately? Is this surplus subject to income 
tax?
Legally, the new company must be considered 
as being entirely separate and distinct from the 
old company. Hence, the procedure is precise­
ly the same as though a new corporation bought 
the assets of another concern. After incorpo­
rating the new company in the customary man­
ner, perhaps by the use of dummy incorpora­
tors, the corporation would purchase the assets 
of the old corporation and would deliver to the 
old corporation capital stock of the new cor­
poration in payment. There being no prohibi­
tion against the sale of capital stock at a pre­
mium, the stock turned over would be on a 
premium basis. Upon receipt by the old corpo­
ration, proper entries would be made closing out 
the asset and liability accounts, the capital stock 
of the new corporation being debited to balance. 
Then the stockholders would receive from the 
old corporation the shares in the new corpora­
tion corresponding to their respective stock hold­
ings. Transfers would be made on the books of 
the new corporation in the stock records to show 
the actual ownership of each share. There are 
other ways in which this might be handled, but 
the above is illustrative of the principles in­
volved, and answers all legal requirements. This 
surplus may be redistributed to the stockholders 
to the extent that it has not been impaired by 
losses. It is not, however, considered a legal 
dividend (see Law Department, this issue). The 
income tax is based on income earned during 
a given year, regardless of the amount of sur­
plus. The above amount would not be taxable 
under the income tax. Since it is not regarded 
as being a technical legal dividend, the weight 
of American opinion is that it cannot be taxed, 
when distributed, under statutes taxing divi­
dends.
What is a junior accountant?
The larger firms of accountants employ two 
classes of accountants—seniors and juniors. The
seniors are qualified by training and 
experience to take charge of audits, 
to install systems, etc. The juniors 
are assistants to the seniors, and 
largely perform the adding, the checking, and
similar clerical work.
Are all certified accountants senior account­
ants?
The certified public accountant, when he has 
had the experience required for the degree in 
New York and many other states, is presumably 
qualified to act as a senior accountant.
Do accounting firms employ non-certified ac­
countants? If so, is there a demand for such 
men, and at what salary?
Many members of Accountancy staffs are not 
certified public accountants. There is a con­
siderable demand for men who are graduates of 
professional accountancy schools, even though 
they have not passed the C.P.A. examinations. 
A student who has satisfactorily completed a 
thorough professional course is competent to act 
as a junior, and will usually command a com­
pensation from $1,000 to $1,800 a year. On 
being promoted to the senior class—the rapidity 
of promotion depending, of course, upon natural 
ability, industry, and opportunities of advance­
ment—the accountant may expect to earn from 
$2,000 to $3,500 or more a year, exclusive of the 
compensation which is allowed for overtime 
work.
When a partnership has leased a plant and 
finds it necessary to make at its expense certain 
alterations and additions to meet the needs of its 
plans and manufacturing facilities, how should 
this expense be considered, and under what title, 
especially in view of the fact the partnership is 
only a temporary expedient to ultimate incor­
poration?
In questions involving alterations and addi­
tions to a plant, the terms and conditions of the 
lease should always be taken into consideration. 
As a general rule, when a change in the form 
of organization is not contemplated, expendi­
tures of this character may be charged to a 
suitable property account, and a proportionate 
amount charged annually to Profit & Loss dur­
ing the life of the lease, a corresponding credit 
being made to an appropriate reserve account. 
This method provides a record of the entire ex­
penditure for such items during the life of the 
lease, and at the same time, shows the gradual 
extinction in value, due to lapse of time. In 
some cases (possibly in the one mentioned in
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the question) where it is intended 
that the form of organization shall 
be changed from a partnership to a 
corporation, it would be legitimate 
to hold on the books of the firm all charges for
alterations and additions to the plant, the items 
in question later forming part of the organiza­
tion expenses of the new corporation. Of course, 
in conservative practice, these items would event­
ually be charged to Profit & Loss, as the or­
ganization expenses are written off.
I should appreciate a little advice from you as 
to the best method of handling accounts of 
debtors who go through bankruptcy. In the 
usual course of procedure in the class of trans­
actions that I have reference to, when the debtor 
is adjudicated a bankrupt, the creditor sends in 
his account duly proved, and in some cases when 
entitled to do so, files a mechanics’ lien. In the 
latter case when the lien, petition, etc., are 
handled by attorneys, they usually deduct the 
cost advanced, as well as their fee. Please ad­
vise whether it is better practice to credit the 
debtor’s account with the net amount of the 
check remitted by the attorney, or to credit him 
with the full amount and charge the difference 
at the time to bad or doubtful accounts. My 
opinion is that the account should form a com­
plete history of the transaction and should in­
clude a credit for the total collected with the 
various expenses charged through journal entry. 
Kindly advise me whether I am correct.
You are correct in your opinion that an ac­
count should contain a complete history of the 
transactions connected with it. It must not be 
forgotten, however, that there are frequently 
two or more ways of handling a transaction, any 
one of which may be correct, although one of 
the ways may have an advantage over the 
others. In the question given, it would be cor­
rect to pass a Journal entry, debiting Cash with 
the amount of the check received from the at­
torney and debiting either Legal Expense or Re­
serve for Bad Debts with the amount deducted 
for legal fees and costs. The corresponding 
credit would, of course, be to the debtor for the 
full amount collected by the attorney. This 
might be posted either in one amount, or divided 
as to cash and expenses. The charge to Cash in 
the Journal would be designated to show that 
the amount was to be posted from the Cash 
Book, and similarly, in the Cash Book, the credit 
to the debtor’s account for the cash received, 
would be marked to show that it was to be 
posted from the Journal. Another way of hand­
ling the matter would be to charge the attorney
with the full amount collected by 
him, crediting the debtor’s account 
correspondingly. An entry or en­
tries would then be made, debiting 
Cash with the cash received and Legal Expense
or Reserve for Bad Debts with the costs and 
legal fee, the attorney’s account receiving credit 
for both items. This method might be advis­
able if it were desired to keep an account with 
the attorney and to record the results of all mat­
ters handled by him.
It has been stated that the costs and legal 
fees should be charged to Legal Expense or Re­
serve for Bad Debts. If there were many legal 
transactions, and it is desirable to ascertain 
readily all the legal expenses incurred during 
an accounting period, it might be well to pass 
all such expenses through a Legal Expense ac­
count, even though items applying to the col­
lection of accounts receivable were, immediately 
afterward, or at the end of the period, credited to 
Legal Expense and charged to Reserve for Bad 
Debts. Under other circumstances, such items 
could be charged to Reserve for Bad Debts in 
the first instance. Of course, any loss sustained 
in connection with a debtor’s account, would 
also be charged to Reserve for Bad Debts, the 
account of the debtor being credited and thus 
closed out.
I notice often the expressions: “If there was” 
and “If there is.” Are these expressions strictly 
correct, or are “If there were” and “If there 
be,” better usage?
“Was” and “is” are indicative forms; “were,” 
as used above, and “be,” subjunctive forms. 
Both the indicative and the subjunctive are cor­
rect. The choice of mode depends upon the 
thought you wish to convey. If you wish to 
state a fact, use the indicative. If you wish to 
express doubt, uncertainty, or condition contrary 
to fact, use the subjunctive. If, for example, in 
saying, “If there is truth in the report,” you 
mean to imply there is truth in the report, “is” 
is correct. If, however, you wish to imply doubt 
respecting the truth in the report, “be” is cor­
rect. The same distinction applies to “was” and 
“were” in the past tense. In point of common 
usage “If there is” seems to meet with more 
favor than “If there be,” even to express the 
subjunctive idea; and “If there were” is more 
common than “If there was.”
THE PACE STUDENT welcomes questions on 
technical matters of general interest to its read­
ers. So far as practicable, immediate answer is 
made by mail and the question and answer are 
published later.
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Voca­
tional At­
mosphere
O you think easily 
and naturally in re­
spect to the prob­
lems of your call­
ing—your profession, your posi­
tion, your job? Have you created, 
by observation, by discussion, and 
reading, a vocational atmosphere
in which you live and work during the hours of 
business endeavor? If you are a mechanic, build 
up the circle of friends, the shelf of books, the 
attitude of mind that will help you to render an 
exceptional service. If you are a farmer, take ad­
vantage, by reading and by courses of study, of 
the results of modern research—live and work 
in association with scientific and productive 
minds. If you are in business, associate mentally 
with Adam Smith, with John Stuart Mill, with 
William James, and with other great minds, for 
the benefit of acquiring fun­
damental ideas in respect to 
your occupation; and by 
selected book, magazine, 
and newspaper reading, 
create an atmosphere of 
association with the most 
successful workers of your 
own generation. We review 
in this magazine many an 
article of special interest to 
business men and account­
ants—secure and read in 
each case the full text. We 
believe in a reasonable 
amount of general recreative 
reading and observation, but 
we must urge upon you the 
fact that the successful man, 
no matter what his calling,
must live and have his being in the thought and 
atmosphere of his calling. Move, therefore, into 
the full swing of your vocational current—ob­
serve, reflect, and act with the aid of the accumu­
lated wisdom and advanced thought of your voca­
tional co-workers.
VACATIONING, when it can’t be avoided, is a disarrangement of the ordinary affairs of life that needs to be approached with caution and 
handled with sagacity. Many a man, success­
ful enough in the ordinary affairs of life, fails 
miserably when confronted with the supreme test 
of two weeks away from the tender guidance 
and care of his chosen boss. Allow us, from 
the fullness of experience, to make a few sug­
gestions for your vacation comfort.
Take along all the text books and volumes 
on logic and philosophy that you can stuff into
Vacation­
ing
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your grip. One always accom­
plishes so much, you know, by add­
ing weight to his baggage in this 
wise. Many a neglected and faulty 
education has been rounded out, and a doctor’s 
degree secured, by utilizing the spare hours of 
a two weeks’ vacation.
Ride, run, walk, row, swim, and fly, at least 
fourteen hours a day. This exercise affords a 
delightful change for muscles that have become 
flabby by twelve months’ non-use, and con­
duces to anatomic comfort and mental cheer­
fulness.
Under the pressure of extreme physical ef­
fort, eat twice as much as your digestive tract 
is educated to handle. Partake abundantly of 
green fruits, peanuts, pop corn, and sarsaparilla, 
and drink water from questionable streams and 
ponds. The medical profession is greatly over­
crowded, and this foresight 
on your part will help them 
to buy gasoline for their 
cute little Red Cross autos.
Keep in close touch with 
the office. Arrange for a 
detailed daily report of 
everything that happens and 
make plentiful use of night 
letters, day letters, straight 
telegrams, and the long dis­
tance telephone. It is stated 
that the European war is 
due to the failure of one 
man to take this precaution. 
Avoid responsibilities of this 
sort.
Worry about the expense 
of the vacation. Nothing 
affords the mental discipline
that comes from an intensive study of the 
egress of money that has escaped, especially 
money that has been spent on vacation joys. If 
you are married, communicate your worry to 
your wife, with a subtle insinuation that she is 
responsible for it as well as for the ants in 
the pie, your sore muscles, and the rainy weather.
In short, plan and carry out your vacation in 
such a manner as to insure the largest possible 
measure of anatomic, intestinal, and family com­
motion and disruption. This procedure will at 
least have the advantage of making your own 
little bunk, your special brand of breakfast 
food, and even the boss himself, look good to 
you when you return and buckle to the job once 
more.
Telephone courtesy is a Business virtue. Let your 
voice express it.
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Remem­
bering
Names
How I wish I could remem­
ber names! That ability 
would be worth thousands of dol­
lars to me.” This is a common
lament; you hear it every day, often several 
times a day. In point of fact, this ability to re­
member names—a most valuable ability—is like 
everything else that has a share in our mental 
life; it can be developed and strengthened, even 
when allowance is made for the varying degrees 
of its possession as a gift from nature.
The tools to work with are concentration and 
association. When you meet a man for the first 
time, be sure you get his name right. Do not 
be content with the mumble that so often passes 
as an introduction. Ask him, if necessary, how 
he spells his name. As you talk to him, think 
his name, concentrate upon it as the symbol of 
the man, and consciously address him often by 
it, enunciating it plainly. When he is about to 
leave, ask him to give you his card, or tell you 
his initials. Make a card index of his name, as­
sociating it by an act of conscious concentration 
with his firm or the kind of business he is en­
gaged in.
Take five minutes every day in going over 
the names of the persons you have met the day 
before, visualizing them as individuals, and call­
ing to mind some of their distinctive traits and 
some of the characteristic things they said. Once 
a month, go to your card index and review the 
names of the persons you have met during the 
month, checking off the names of those you 
have forgotten. In this way, without wasting 
time, you will develop the power of observation 
and the power of concentration, and you will 
soon be greeting men with, “I am glad to see 
you, Mr. Wallace,” rather than with, “Your face 
is familiar to me, but I’ve forgotten your name.”
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WRITE tuh that compny’n tell um our 
V binness been develpin so fas we can’t 
say jus wen we’ll be able tuh fill their order, but 
it’ll probly be the firs part uh next month.” This 
is Oral English as it dropped from the lips of a 
man I called on the other day—a man of conse­
quence in an organization of consequence. How 
many people do you know that talk like this? 
Most of them, I dare say, for it’s a national trait, 
a national defect—this habit of suppressing cen­
tral syllables and clipping final syllables and 
tackling final t’s and d’s as if they weren’t there 
to tackle. Most of us say “wen,” when we mean 
“when,” even though a “wen” is a kind of wart; 
and “wat” when we mean “what,” even though 
our thoughts are miles away from electricity.
We enunciate “whether” and 
“weather” alike. We say “mos,” 
“thousan,” “hunderd,” “childern,” 
“particuly,” “mornin,” “shifless,” 
“contentmunt,” “carefly,” “circumfrunce,” “frin-
stance,” “nacherly,” “genulmun,”—why add to 
the list of examples?
The trouble is that we squeeze most of our 
vowels out through a narrow slit in the face, 
making no use of our lips or facial muscles. The 
result is a twangy kind of grunt which is with­
out linguistic form and void of any reason for 
being. Language is the tool with which we ex­
press thought. There is no sense in wilfully 
blunting it by means of lazy and slovenly enun­
ciation. Talking plainly has a business value, 
for it will make you understood, and it has a 
social value, for it will make others listen to you 
with enjoyment. Be the vocal master of the 
words your brain suggests to your tongue.
 THIS is about two young men—minority types, unfortunately, but types none the 
less—whom I know personally. One of them, 
aged thirty, beginning as a bank clerk at six 
dollars a week, has now been appointed man­
ager of a South American branch of the bank 
with which he began. There were probably 
one hundred other men in the parent bank 
equally qualified in all respects save one— 
they did not know Spanish. He did; he had 
studied it for two years. It was this extra 
weight that tipped the scales in his favor.
Young man number two, aged thirty-three, 
has just been appointed Assistant General Man­
ager of a prosperous concern dealing in elec­
trical supplies. He was a good electrician, but 
so were twenty-seven others working with him. 
He was the only one of the staff to take up 
the study of Business Management and master 
it during his spare hours. It was this extra 
weight that tipped the scales in his favor when 
opportunity for promotion came.
Nowadays the business scales balance pretty 
evenly when the basic capabilities of worthy 
young men as a class are being weighed and 
appraised. It takes an added weight to tip the 
balance, and that added weight is usually an 
extra measure of practical knowledge which the 
organization needs and for which it will pay 
handsomely.
BUSINESS is patriotic. From far and near come the reports that Business organiza­tions are continuing, in whole or in part, the sal­
aries of the National Guard who have responded 
to the President’s call to arms. This is as it 
should be.
Added
Weight
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FOR the first time, we believe, attendance in professional Ac­countancy schools is made the 
equivalent of practice in qualifying 
candidates for the C.P.A. degree. By 
recent amendments, the Maryland 
C.P.A. law provides that a candidate 
must have graduated from a school 
of accountancy, having at least a two 
years’ course; or must have served 
continuously, without interruption, 
for at least one year as assistant to, 
or in the employ of a certified public 
accountant; or must have practiced 
as a public accountant for at least 
two years. This provision brings 
Accountancy into substantial uni­
formity with the profession of Law, 
as regards the requirements for ad­
mission to practice. In nearly all 
states, either experience in a law 
office or graduation from a law 
school is required.
The Maryland C.P.A. law is ex­
ceptionally advanced and broad in 
other respects. For example, it pro­
vides for a Board of five examiners, 
three of the examiners to be certi­
fied public accountants of the state. 
The other two members of the 
Board consist of one practicing at­
torney (not a C.P.A.), and one eco­
nomist, selected from a list sub­
mitted by the president of the Johns 
Hopkins University of Baltimore. 
All the examiners must be residents 
of Maryland, and any or all of them 
can be removed from the Board, for 
just cause, by the Governor of the 
State.
Upon written application, as re­
quired by the Board of Examiners, 
and upon payment of the legal fee, 
any citizen of the United States who 
holds the C.P.A. certificate of an­
other state, may, if approved by the 
Board, have issued to him a special 
certificate of registration, entitling 
him to practice as a certified public 
accountant of the State of Mary­
land. This special certificate will 
not be granted, however, unless the 
state issuing the original certificate 
extends similar privileges.
HOW shall the expenses of casualty insurance companies be pro-rated? This question 
is discussed by Mr. C. E. Scatter- 
good, Assistant Secretary of the Fi­
delity and Casualty Company of 
New York, in an article appearing in 
“The Economic World.”
Mr. Scattergood first shows that 
there has been a lack of uniformity 
in the method of accounting, certain 
losses and expenses having been 
handled in different ways by various 
companies. He says, “Stock and 
mutual companies and state funds 
for the purpose of comparison as
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to efficiency should show the results 
of their operations in a uniform man­
ner...............The public, especially
if its money is spent by a state fund, 
has the indisputable right to know 
if its administrators are as efficient 
as those connected with stock and 
mutual companies; yet how can the 
public judge if the standards of 
measurement are not the same? 
Fortunately,” Mr. Scattergood states, 
“there is now at work a Committee 
on Terms, Definitions, and Symbols, 
and one on Workmen’s Compensa­
tion Statistics, the results of whose 
labors will set standards by which 
all parties interested ought to meas­
ure their operations.”
When a company transacts multi­
ple lines of insurance, how shall it 
ascertain as closely as possible the 
true cost of conducting each of its 
lines, and what is the correct basis 
for the apportionment of expenses? 
Beginning with a negative state­
ment, Mr. Scattergood asserts, “The 
proper pro-rating of expenses is 
not by premium volume.” He says 
that other methods should be em­
ployed, one of which is the number 
of transactions handled.
Illustrating this method, if there 
are 2500 accident transactions and 
1000 automobile liability transac­
tions, the pro-rates are 71.43 per 
cent. of expense to accident and 
28.57 per cent. to automobile liabil­
ity. If it is known that more time 
is spent on an automobile transac­
tion, it may be given a weight, as 2. 
This would be equivalent in the 
above example, to 2500 accident and 
2000 automobile transactions, re­
sulting in an apportionment of 55.56 
per cent. of the expense to accident 
and 44.44 per cent. to automobile 
liability. Indirect expenses, such as 
rent, stationery, etc., in the Busi­
ness Getting division of a field office, 
may be pro-rated by the above 
method. Mr. Scattergood points out 
that, wherever possible, expenses 
should be charged direct to the in­
dividual lines, instead of adding to 
the amount of general expense 
which requires pro-rating.
The following is another method 
suggested for apportioning expenses 
in a field office or a department in 
the Home office according to the 
various sub-divisions, “Business Get­
ting,” “Underwriting,” “Inspection,” 
“Claim,” etc. The pay-roll for a cer­
tain period, usually six months of a 
year, is used, and the names of all 
employees in the department, to­
gether with the actual amount re­
ceived by each employee, are listed 
in vertical columns. To the right 
of these columns, other columns are 
placed for the various expense di­
visions desired, each column sub­
divided according to the lines of 
business transacted. The manager 
of the office or department places 
in each sub-column opposite the 
name of each employee the per­
centage of the total time, which, ac­
cording to his careful judgment, the 
employee spent in the time period 
under consideration on the various 
divisions of expense by lines of busi­
ness. The total of these percentages, 
of course, must equal unity in each 
case. By applying these percentages 
to the salaries paid, the amount ap­
plicable to each expense division is 
ascertained. Dividing the total of 
each expense division by the total 
salaries paid, a set of pro-rates is 
obtained for the particular field of­
fice or Home Office department.
Mr. Scattergood also shows how 
different sets of pro-rates may be 
obtained, applicable to salaries of 
executive officers and other general 
expenses which cannot be allo­
cated direct to expense sub-di­
visions. Summing up, he says: “The 
important thing is to get the items 
as a basis for pro-rates, and with 
them before you, their uses in com­
bination are countless, but the basis 
is uniform and as correct as it ap­
pears practicably possible to obtain.”
COOPERATION is the ideal towards which public service commissions and corpora­
tions should strive. Not through ex­
cessive legislation, but through co­
operation will the interests of all 
concerned be promoted, stated Dr. 
Humphreys, President of Stevens 
Institute of Technology, in a re­
cent address, referred to in the 
“Electrical World.”
While governmental regulation of 
public service corporations should 
be required, Dr. Humphreys holds 
that this regulation should not be 
over-developed so as to destroy the 
initiative of the corporations. Neither 
should the commissions exercise all 
three functions of government— 
legislative, executive, and judicial. 
The exercise of authority with re­
spect to the details of construction, 
production, and management, while 
avoiding responsibility for final re­
sults, would result in an inefficient 
and dangerous system, thinks Dr. 
Humphrey. He believes that the 
commissions should direct as to prin­
ciples and larger policies, while the 
corporations, through their officials, 
should be allowed to use their own 
initiative in less essential points.
Dr.
Hum­
phreys
on
Coöper­
ation
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line of the main facts in the profes­
sional life of Mr. Sells—they tell 
little or nothing of his personal 
charm of manner; of his mental habit 
of going straight to the core of a 
question, whether big or small, and 
of viewing it in a broad manner; or 
of his sincere interest in the educa­
tional welfare of young men and 
women who wish to succeed in 
Business. To appreciate and un­
derstand such traits as these, you 
must know Mr. Sells himself; and 
by knowing him, your own power of 
appraisement will give you the first­
hand answer as to the reasons for 
his nation-wide success in the field 
of Business endeavor. You always 
find men like Mr. Sells at the top, 
for they belong there.
FITTING employees for the re­quirements of specific organi­zations and for the best service 
of their employers is a need to which 
the commercial world is awakening. 
This opinion was expressed by Mr. 
Arthur Williams of The New York 
Edison Company in a paper recently 
published in The Annals of The 
American Academy of Political and 
Social Science.
Educational work within the com­
mercial organization has found a 
place in many large corporations,
“Em­
ployee
Rela­
tions”
Pace Student
July, 1916
one of which is The New York Edi­
son Company. Mr. Williams gives 
the appropriate name “employee re­
lations,” to the careful selection of 
employees, to the efforts put forth 
by the employers toward improving 
the general and specific education of 
the people in their employ, and to 
other welfare work engaged in by 
the corporation.
One special advantage in the cor­
poration school is the immediate ap­
plication in some practical way of 
the knowledge acquired by the stu­
dent. This, Mr. Williams points out, 
aids in impressing the value and ef­
fectiveness of the lessons upon the 
student’s consciousness. The period 
of training also enables the employ­
er to study the characteristics and 
the personality of the student em­
ployee, and to learn the things that 
will best fit the student to fulfill the 
the obligations and opportunities of 
life.
Self-control always precedes exe­
cutive control of others. Cultivate 
self-control as an essential of Busi­
ness success.
THREE objections to the in­clusion of interest on invested capital as an expense or cost, 
are advanced by George O. May, 
C.P.A., in the June issue of The 
Journal of Accountancy.
Assuming that the rate of interest 
selected is the one at which money 
can be borrowed for a specific in­
dustry, Mr. May shows that it is 
undesirable to treat it as an expense 
or cost of manufacture, “First, be­
cause the method is unscientific and 
unsound for the immediate purpose 
in view; second, because the inclu­
sion of interest in cost produces re­
sults which are financially and eco­
nomically undesirable; third, because 
in so far as the results of such meth­
ods have a bearing on the broad 
question of the relations between 
capital, labor, and the public, the 
inclusion of interest in the manner 
suggested tends to mislead and thus 
to promote discord and social in­
justice.”
Each of the foregoing objections 
is discussed in detail by Mr. May, 
who also explains why many people 
erroneously believe that interest at 
such a rate should be included in 
cost. The alternative rates or kinds 
of rates which are sometimes advo­
cated, are also condemned by Mr. 
May.
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Style
IN studying English we concern ourselves considerably with the style of the writer. Style is a 
hard word to define. In a broad 
sense it is the writer himself or her­
self—his or her personality finding 
expression in language that befits 
the subject-matter. Since personal­
ity is, after all, the one thing that 
determines pre-eminence in the use 
of English, it is safe enough to say 
that no two masters of English ex­
press themselves just alike. Hence, 
when we talk about style, we are 
talking about something that is al­
most too elusive to define.
True, we may characterize various 
kinds of style by means of defining 
adjectives. Here is a style, for ex­
ample, that is heavy and ponderous; 
here is one that is whimsical and 
graceful; here is one that is vivid and 
colorful; here is one that is simple 
and conversational; here is one that 
is imaginative and poetic; here is one 
that is colloquial and natural. Thus 
we might go on, but there is a big 
difference between describing a fin­
ished product in the use of English, 
and laying down such laws of word 
choice and sentence structure as will 
enable the student to evolve a piece 
of writing that will be characteristic 
of a given style of expression.
Still, even after making due allow­
ances for ail that personality stands 
for in shaping your style, we can 
profitably set forth at least one dic­
tum which you can afford to heed 
in speaking and in most kinds of 
writing. That dictum is this—be 
simple. Select simple words and 
phrases. Use sentences that are 
short enough to be grasped at the 
first reading. Simplicity in the use 
of words and phrases and in the con­
struction of sentences marks the 
style of the most effective speakers 
and writers. Note the following ex­
amples:
“Perhaps one or two chapters torn 
from the pages of Belgium’s history 
will enable us to understand her 
present-day heroism, just as one 
golden bough plucked from the for­
est will explain the richness of the 
autumn. You remember that Venice 
was once the financial center of the 
world. Then when the bankers lost 
confidence in the navy of Venice, 
they put their jewels and gold into 
saddle bags and moved the financial 
center of the world to Nuremberg, 
because its walls were seven feet 
thick and twenty feet high. Later, 
about 1500 A.D., the discovery of the 
New World turned all the peoples 
into races of sea-going folk, and the 
English and Dutch captains vied 
with the sailors of Spain and Portu­
gal. No captains were more pros-
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perous than the mariners of Ant­
werp. In 1568 there were 500 mar­
ble mansions in this city on the 
Meuse. Then it was that Spain 
turned covetous eyes northward.” 
Newell Dwight Hillis.
“Expositions are the timekeepers 
of progress. They record the 
world’s advancement. They stimu­
late the energy, enterprise, and in­
tellect of the people, and quicken 
human genius. They go into the 
home. They broaden and brighten 
the daily life of the people. They 
open mighty storehouses of infor­
mation to the student. Every ex­
position, great or small, has helped 
to some onward step.” William 
McKinley.
“We stand for a nobler America. 
We stand for an undivided Nation. 
We stand for a broader liberty, a 
fuller justice. We stand for a so­
cial brotherhood as against savage 
individualism. We stand for an in­
telligent cooperation instead of a 
reckless competition. We stand for 
mutual helpfulness instead of mu­
tual hatred. We stand for equal
Accounting Systems and 
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rights as a fact of life instead of 
a catch-word of politics. We stand 
for the rule of the people as a 
practical truth instead of a mean­
ingless pretense. We stand for a 
representative government that rep­
resents the people. We battle for 
the actual rights of man.” Albert 
J. Beveridge.
“The Bible is a library of sixty- 
six books, bound together for con­
venience. These books were writ­
ten during the space of about a 
thousand years. It is as if we 
were to bring together between two 
covers sixty-six writings, of which 
the earliest was composed in the 
reign of King Alfred and the latest 
in the reign of Queen Victoria. All 
of the thirty-nine books of the Old 
Testament were written in Asia: 
some in Palestine, some in Babylo­
nia. Some of the New Testament 
books were written in Asia Minor, 
some in Greece, some in Italy.” 
George Hodges.
We find the same quality of sim­
plicity in the best written articles 
dealing with technical and business 
subjects. Note the following ex­
amples:
“The published price accords with 
the tendency of the times. We have 
uniform prices, with variations for-
Dean
Hodges
Sheet Ruling 
Blank Book Making
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bidden, on railroads, postage, life in­
surance. In many states corpora­
tions are forbidden to sell in one 
community at different prices from 
others. A child can buy safely 
when the price is plainly marked on 
the package or tag by the manufac­
turer, as should be required if he is 
to avail himself of the right to en­
force his price throughout the mar­
ket. Let us give the small merchant 
a fair opportunity to compete, by al­
lowing manufacturers to prevent ul­
terior price-cutting on their trade- 
marked brands.” William H. Inger­
soll.
“Too many business men forget 
that a human being is not a man­
made creation. When a clerk is 
found incapable of doing work as­
signed to him, there is always a tend­
ency to glare at him and make him 
feel as if he had committed a crime. 
In most of the cases, it isn’t the 
clerk’s fault. If he had the brain 
capacity to warrant criticism in these 
cases, he wouldn’t be a clerk. The 
fault usually lies, either in selecting 
the wrong kind of employe for that 
particular office organization, or in 
selecting the wrong kind of employe 
for that particular task. If, per­
chance, no error has been made in 
either respect, in all probability the 
employe hasn’t received the right 
kind of training. Selecting and 
training employes—either in the fac­
tory or in the office is the executive’s 
job.” J. W. Schulze.
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‘The proprietor of a small busi­
ness can exercise a supervision based 
on observation. He can actually in­
spect the goods, and plan his busi­
ness moves on the basis of what he 
sees. He can personally check off 
the items of goods he receives 
against the invoices, and thus de­
termine the liability for the goods 
received. He is forced to the use 
of accounts, however, when he sells 
upon credit. Observation and mem­
ory are not reliable enough to fur­
nish a basis of settlement with cus­
tomers who have bought many small 
items upon a credit basis. There is 
a need, to be sure, even in a small 
business, of a complete method of 
accounting. Still, personal control 
and observation on the part of the 
proprietor overcome, to some ex­
tent, the lack of complete financial 
records.” Homer S. Pace.
There is no need of citing further 
examples to prove the value of a sim­
ple style in writing articles whether 
of a literary or a business character. 
The first object of expression is 
clearness, and clearness is pretty 
well bound up with simplicity. Avoid 
long, cumbersome sentences, then, 
and roundabout phrases. Select, in­
stead, crisp, natural words and 
phrases, and use them in simply con­
structed sentences. It is the simple
style that wins attention and holds 
it because it is the style that is im­
mediately understood.
WE wish to express our sin­cere sympathy with Pro­fessor and Mrs. Dicksee in 
the loss which they have sustained 
by the death of their only son, Sec­
ond-Lieutenant L. R. A. (Roy) 
Dicksee, 3rd Sherwood Foresters, 
who was killed on the night of the 
8th-9th inst. while on duty. The loss 
of an only son—which is, alas! no 
uncommon event in these sad times 
—always calls for sympathy, even 
from those who are strangers to the 
bereaved. Professor Dicksee is so 
well known to all our readers that 
we feel sure they will wish person­
ally to join with us in offering him 
their sympathy in his great trouble. 
—The Accountant (London).
THREE important committees on accounting terminology are now at work—the Committee of 
the American Association of Public 
Accountants, the Committee of the 
New York State Society of Certified 
Public Accountants, and the Com­
mittee of the National Educational 
Association. From the cooperative 
work of these committees will come 
a standardization of definitions that 
will be of great assistance to edu­
cators and examiners throughout 
the country.
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minute, offering just the class of material that we have been craving for. Success 
is written on every page.” A feature of particular appeal to students of account­
ancy is the Bureau of Information, a department in which are printed and solved 
business problems that are actually encountered in the field of buying and selling.
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W. P. STEVENS, Detroit Technical 
Institute, has accepted a responsible 
position with the Larned, Carter 
Company, of Detroit, in the official 
capacity of office and credit man­
ager. Mr. Stevens was formerly 
bookkeeper for Ammerman & Mc­
Coll, also of Detroit.
EDWARD C. BECKHOLD, De­
troit Technical Institute, formerly 
branch teller at the main office of 
the Wayne County & Home Sav­
ings Bank, has been promoted to the 
position of manager of one of the 
bank’s largest branches.
LOUIS KURZMAN, Pace Institute 
of Accountancy, formerly employed 
as bookkeeper by M. Holderlin Es­
tate, has been engaged as bookkeep­
er in the employ of Cushman’s Sons, 
Inc.
CLAUDE G. FRANCIS, New York 
Institute of Accountancy, formerly 
accountant for the Concrete Steel 
Company has taken the post of gen­
eral bookkeeper of the Hudson & 
Manhattan Railroad Company.
THOMAS D. W. SMITH, New 
York Institute of Accountancy, 
formerly engaged as bookkeeper 
with Rothschild Brothers & Com­
pany, is now employed as book­
keeper for the Defiance Manufac­
turing Company.
EDWARD L. GEOGHAN, Ac­
countancy Institute of Brooklyn, 
who was formerly employed as Cost 
Accountant for the Acme Die Cast­
ing Company, has been engaged as 
general accountant by the Moto­
meter Company.
JOSEPH P. MURPHY, New York 
Institute of Accountancy, formerly 
employed by the International Pa­
per Company, is now employed in 
the Accounting Department of the 
Marconi Wireless Telegraph Com­
pany of America.
AUGUSTUS C. MASSIAS, formerly 
Accountant for the Consolidated 
Fire Works Company, has secured 
through the Pace Agency for Place­
ments, Inc., the post of Accountant 
for the Eagle Smelting and Refining 
Company.
W. R. CUMMINS, who has been 
Assistant Office Manager for the 
Charles William Stores for several 
years, has secured through the Pace 
Agency for Placements, Inc., the po­
sition of correspondent for the Na­
than Manufacturing Company. Mr. 
Cummins assumes his new duties on 
May 29, 1916.
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F. RALPH WHEELER has se­
cured through the Pace Agency for 
Placements, Inc., a staff position 
with Touch Niven & Company. Mr. 
Wheeler was formerly on the staff 
of Patterson, Ridgway & Fernsler.
ARTHUR H. CRANE, Pace Insti­
tute of Accountancy, has severed his 
connections with Messrs. Edwin L. 
Tilton and W. A. Boring, Archi­
tects, to enter public accounting on 
the staff of Arthur Young & Com­
pany.
C. B. MOUNT, Accountancy Insti­
tute of Brooklyn, 1915, has been en­
gaged by the American Bank Note 
Company to take charge of the ac­
counting department of their branch 
in Ottawa, Canada. He leaves 
Brooklyn on June 4th to take up 
his new duties.
ALBERT J. SPINDLER, Account­
ancy Institute of Brooklyn, who was 
formerly in the Department of Fi­
nance, the City of New York, has 
taken a position in the Cost Ac­
counting Department of the General 
Optical Company.
LOUIS C. ANDERSEN, Pace In­
stitute of Accountancy, has resigned 
his position in the Purchasing De­
partment of The Tide Water Oil 
Company to enter public accounting 
on the staff of Lovejoy, Mather & 
Hough.
HAROLD T. MORSE, formerly 
on the staff of the Accountancy firm 
of Lovejoy, Mather & Hough, has 
been successful in securing through 
the Pace Agency for Placements, 
Inc., the post of Chief Clerk of the 
Purchasing Department of the Am­
erican Synthetic Dyes Company.
EDGAR M. DE BAUN, Pace Insti­
tute of Accountancy, formerly with 
George H. Burr & Company, is now 
employed in the Contract Depart­
ment of Marden, Orth & Hastings.
ALBERT HANES, New York In­
stitute of Accountancy, who has 
been engaged for some time by 
Haskins & Sells, has accepted a po­
sition on the staff of Arthur Young 
& Company.
LESTER H. LYONS, Accountancy 
Institute of Brooklyn, formerly em­
ployed in the Accounting Depart­
ment of the Brooklyn Central Y.M. 
C.A., has accepted a position on the 
staff of F. A. Sellers, C.P.A.
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Per­
sonal
Notes
A Brief Summary of the 
Pace Program
INTERPRETATION: The Pace Stand­
ardized Courses interpret Business as a 
Science—from the fundamental laws of 
production and distribution to the most 
advanced devices and expedients of mod­
em business practice.
SCOPE: The major subjects of Account­
ing, Law, and Applied Economics, and 
the related subjects of Finance, Organiza­
tion, Management and Transportation. 
Detailed treatment is
given such subjects as 
Constructive Accounting,
Corporation Accounting,
Cost Accounting, Public 
Service Accounting,
Auditing, Partnership 
Accounting, Estate Ac­
counting, Bookkeeping 
Practice from the account­
ing point of view, Prin­
ciples of the Law, Law of 
Contracts, Law of Agency,
Law of Partnership, Law 
of Corporations, Law of 
Decedents’ Estates, Law 
of Insurance, Law of 
Bankruptcy, Law of 
Liens, Law of Negotiable
Instruments, The National Bank Act, 
Receivers, Syndicates, Pools, Promotion, 
Depreciation, Maintenance of Capital.
CORRELATION: The essential princi­
ples classified and ready to be mastered; 
the dependent principles and illustrations 
correlated and coordinated with major 
principles. The courses of study are 
thus completely unified and developed 
step by step.
Pace
Standardized
Courses
Accountancy and 
Business 
Administration
STANDARDIZATION: Standardized 
Synthetic Texts and Teaching Procedures 
prepared with the needs and conditions 
of the employed man and woman in mind. 
Each instructor teaches his specialty and 
yet maintains proper coordination through­
out the course. Hence it is possible for a 
student, whenever circumstances make it 
necessary, to transfer from one school to 
another without retarding his progress.
PRESENTATION: 
Instruction in both Resi­
dent Schools and Exten­
sion Courses by Practicing 
Accountants and Law­
yers, who bring to their 
teaching the view-point 
of the practical demands 
of Business. The classes 
are small, and stress is 
laid upon individual in­
struction.
RESULTS: The three 
major results of the Pace 
plan of teaching are in­
creased and organized 
technical knowledge,
broadened perspective, and developed 
reasoning power—qualities that mark all 
the successful business men of to-day.
AVAILABILITY: Taught this year in 
54 prominent schools and colleges 
throughout the country to approximately 
6,000 students. Available also to Busi­
ness Organizations for installation and to 
the individual student by Extension 
through the mails to any address.
For Complete Details and Catalogues apply to
Pace & Pace, Hudson Terminal, 30 Church St., New York
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MR. PARSONS sent for you about five minutes after nine,” remarked Walter, 
as Tom came in ten minutes late.
“He did? I wonder if he was sore 
because I wasn’t here,” answered 
Tom. “Funny how that old boy 
always wants me when I’m not on 
deck. He’s got a bad habit of buz­
zing that little push-button around 
nine and one thirty. I wish he’d 
get cured of it.”
“You don’t seem very much 
bothered about whether he finds you 
on the job or not,” remarked Wal­
ter, as he sorted his vouchers for 
entry in the Ledger. “If he’d sent 
for me and found me away as many 
times as he has you in the past six 
weeks, I’d be afraid I’d get canned.”
“There you go again,” flared Tom. 
“Always picking on me, and trying 
to make me out all kinds of a dub. 
If it isn’t one thing, it’s another. 
I can’t help it if the subway gets 
blocked, can I?”
“Don’t let your bristles rise,” re­
joined Walter. “Of course, in one 
way what you do is none of my 
knitting. In another way, it is, 
though, because I’m your friend, 
and you know it. Anyway, I’m 
going to shoot out something you 
need to hear.”
“Pull the trigger, then, and get 
the agony over with,” answered
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Tom, with a playful attempt at good 
nature. “What’s the idea?”
“It’s this,” said Walter. “You 
know Mr. Parsons is a stickler for 
punctuality. He practices what he 
preaches, for he’s at his desk earlier 
and later than most of us are; and 
there’s nothing that makes him sorer 
than having one of us get in late, 
especially as a habit. It’s pretty 
good business to be punctual—it’s 
always a big point in a fellow’s favor 
when he’s looking for something 
better in the same concern.”
“What’s a few minutes one way 
or the other?” scoffed Tom. “I 
don’t believe being punctual ever 
put any extra money into anybody’s 
pay envelope.”
“Wrong again,” replied Walter, 
warming up to his argument. “The 
punctual man shows by his punctual­
ity that he has respect for organi­
zation rules, that he can control his 
time, and that he is reliable. Don’t 
tell me these things don’t count in 
the long run, because they do. Just 
take my tip—instead of wandering 
in here about ten minutes after nine, 
get here a few minutes before nine, 
and be on hand when Mr. Parsons 
sends for you.”
“All right, the dope goes,” replied 
Tom. “I’ll sail in with the early 
guys, just because you think it’s the 
thing to do. I don’t expect the 
cream on my milk will be any 
thicker, though.”
Tom is short-sighted, as usual. 
Punctuality does count and a great 
deal in the appraisement of the value 
of an employee to an organization. 
Lack of punctuality means lack of 
mental adjustment to the demands 
of business, lack of self-control, lack 
of a sense of the aggregate im­
portance of things that in them­
selves seem of little moment. All 
other things being equal, and some­
times when they are unequal, you 
will find that the Walter type, the 
punctual type, pick up the plums 
when promotion day comes around.
L. H. CURTICE, Pace Institute of 
Accountancy, Extension Division, 
1915, is in charge of the Accounting 
instruction made available to the 
employees of the General Electric 
Company, Schenectady, N. Y.
An expanding business broadens 
opportunity and tests out capacity 
for business growth. Be prepared 
for the opportunities that will come.
Don’t let your final bow be one 
of apology.
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prepared for The Annalist by a corps of 
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Tom 
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